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Total  Information  Services  Sector 
Forecast  by  Delivery  Mode 


Processing 
Services 


Network 


Services 

Software 
Products 

Turnkey 


Systems  ^^0.5 


21 


0.2 
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@  1989 
□  1994 


Systems 
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CAGR 
(Percent) 
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Sample  Prospect  Profile 


Item 


Example 


Revenue  Size 


Growth 


Profit 


Service 
Business 


Hardware 


10-20  M  to  20  maximum  if  accounts  only 

1 5-30  maximum  if  some/all  of  the  hardware  systems 
are  retained 

Negligible  nondata  services  (or  at  least  problem-free) 


Currently  at  30%  per  annum 
Historically  higher 

Now,  immaterial  (if  clear  potential) 
Future,  minimum  after  tax  profit  of  1 0% 


Not  dependent  on  particular  "key"  individuals,  not 
project-based 

Repeatable,  average  account  of  $10K/annum 

Compatible  users  (in  sectors  that  we  currently 
service  or  that  are  related) 

Location(s) . . .  (specified) 


Compatible/same  as  ours  if  integration 
Standards  based  architecture — open  systems 
Rented/short  lease — not  owned/long  lease 


. .  .  .  .  ( 




Sample  Prospect  Profile 


Item 

Management/Staff 


Products/Services 


Ownership 


Approach 


Example 

No/few  shareholders,  not  entrepreneurial 

If  integrating,  emphasis  on  strong  middle 
management;  if  not,  strong  period 


Mature/competitive 

Good  market  image,  name  brands 

Complementary,  unless  ours  is  weak 

Prefer  large/majority  owner 
Fewer  than  five  small  owners 
No/few/unimportant  managers 

No  commitment  on  redundancies 
Stress  good  synergy  with  us 
Guarantees  to  customers 
Growth  opportunities  for  management 
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SAMPLE  PROSPECT  PROFILE 

Item 

txampie 

nGVenUG  olZG 

10-20  M  to  20  maximum  if  accounts  only 

15-30  maximum  if  some/all  of  the  hardware  systems  are 

retained 

Negligible  nondata  services  (or  at  least  problem-free) 

Growth 

Currently  at  30%  per  annum 

Historically  higher 

rrOTll 

NOW,  immaienai  (it  ciear  poientiaij 

Future,  minimum  aftertax  profit  of  10% 

Service  Business 

Not  dependent  on  particular  "key"  individuals,  not 

projecT-Dasea 

nepeaiaDie,  average  account  oi  »piur\/annum 

r^nmnfltihlp  ii«;pr<?  l\r\  <;pr'tnr';  that  wp  piirrpntiv  <5PiA/ipp  nr 

vywl  1  IL/CILIL/Iv?  UOd  O  I'll  0\7wLwl  o  11  ICIL            wUI  1  d  Illy  VJl 

that  are  related) 

Location(s) .  . .  (specified) 

Hardware 

Compatible/same  as  ours  if  integration 

Standards  based  architecture — open  systems 

Rented/short  lease — not  owned/long  lease 
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EXHIBIT  IX-1b 


SAMPLE  PROSPECT  PROFILE 

Itpm 

Management/Staff 

No/few  shareholders,  not  entrepreneurial 

If  integrating,  emphasis  on  strong  middle  management; 

if  nnt  Qtrnnn  nprinH 

Products/Services 

Mature/competitive 

Good  market  image,  name  brands 

On mr\lo mo ntc5 r\/  iinlocc  rsi  irc  ic  \a/qciW 
wUi  1  ipit;!  1  Ici  1  Ldl y ,  Ullic;oo  UUio  lo  Wt;cir\ 

Ownership 

Prefer  large/majority  owner 

Fewer  than  five  small  owners 

No/few/unimportant  managers 

Approach 

No  commitment  on  redundancies 

Stress  good  synergy  with  us 

Guarantees  to  customers 

Growth  opportunities  for  management 

The  example  shown  is  typical  of  a  services  vendor  with  an  excess  of  $50 
million  in  revenues.  However,  there  are  more  and  more  instances  of 
large  companies  that  have  little  or  no  current  involvement  with  the 
services  market  that  are  making  significant  acquisitions. 
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